the Canadian 


eee “= ist) 
SAND, SEA and SUN: These attractions await C 











HOMES FOR INDUSTRY ACROSS CANADA 


Quality premises, architecturally de- Over 90% of our business is con- 


signed, engineered and speedily erec- LEASE ducted through the good services of 


ted for clients. or 
SALE 


the nation’s real estate brokers. 


Write for our illustrated brochure: 
TOR ON Tt © 


INDUSTRIAL LEASEHOLDS 


AN AFFILIATE OF WEBB & KNAPP (CANADA) LTD. (1957) LTD. 
Head Office Toronto, 12 Sheppard St. « 1018 The Burrard Bldg., 1030 West Georgia St., Vancouver, B.C. 





>, 


> 
4 


OOOO OOOO OLE 


ea A 


RRR 


x 


OOOO OLS 


~*« OOOO OO OL DOL: QI Oe 


~ 













Here is a storehouse of printed 
advertising from all parts of 
the world. It includes some of the 


finest specimens within the scope 


x 

% 

of the Graphic Arts. x 

You will find it worth while to inspect z 


this unique collection. Just phone 


or drop us a line. No obligation. 


The Southam Printing Company htt 


19 Duncan Street, Toronto 1. 
Phone EM. 3-4021 


SERVING LEADING ADVERTISERS FOR MORE THAN 75 YEARS 


VeeoOORLLQLLLH HLS SOOO: 


Ss tn in ln nn in in nnn nnn nn nn npn nnn nn nn nn nn nn nn nnn nnn nnn 


oe 





The Canadian Realtor is the 
official organ of real estate in 
Canada. It is published monthly 
for the Canadian Association of 
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OFFICERS 


President 
MURRAY BOSLEY - - - Toronto 
Senne 
DON KOY - Saskatoon 
JAMES A. Low DEN - - Montreal 


Regional Vice-Presidents 
oa RICH - - Alberta 
RUSSELL KER- British | Columbia 
R C. AITKINS - - - - Manitoba 
J. F. RITCEY - - New Brunswick 
PAT Soo - - - - Nova Scotia 
a TZ ----- Ontario 
 COUILLARD - - = Quebec 
Re p. “KLOMBIES - Saskatchewan 
Head Office 
109 Merton Street, Toronto 7 
H. W. Follows - Executive Secretary 
Quentin Burke - - - - Ass. Secretary 
EDITOR IN CHIEF 
Ernest J. Oliver 


BUSINESS MANAGER 
A. W. Farlinger 


EDITORIAL COMMITTEE 

Ernest J. Oliver 

A. W. Farlinger 

W. J. Webb—OAREB 

Frank Johns—AREA 

Quentin Burke 

H. W. Follows 

SECTION EDITORS 

J. |. Stewart, J. S. Stevenson, H. W. 
Follows, P. A. Seagrove. 

ASSOCIATE EDITORS: 

Don Koyl, James Lowden, John Rich, 
B. Russell-Ker, R. C. Aitkins, J. F. Rit- 
cey, Pat King, Bert Katz, G. H. Couil- 
lard, R. P. Klombies. 

Sub Editors 

ALBERTA: 

W. Frank Johns, W. H. Flewwelling, 
L. G. Daniel, Frank McKee 


BRITISH COLUMBIA: 

E. A. Harder, T. L. Le Pas, Walter R. 
Dey, Alan G. Creer, Catherine God- 
frey, B. M. Buck 


MANITOBA: 
Angus McDonald, H. B. Budgell 


NEW BRUNSWICK: 
G. T. McLaughlin 


eve 





“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
for it the respect it deserves.” —Charles Dickens. 


IN SEPTEMBER 


This year, perhaps more than any other, the importance 
of attending the annual CAREB conference cannot be over- 
emphasized. 


Sales in real estate are up in many areas, but in some 
other districts, realtors drugged by the opiate of heyday 
years are finding their sales slipping. The whole face of our 
business is changing rapidly, and we must keep up to date if 
we are to compete satisfactorily with our competitors. 


More than ever, we must keep ourselves informed of 
financial and business conditions and changing trends which 
affect our business directly and indirectly. The conditions 
which govern the availability of mortgage money, and large 
scale financing funds are of the utmost importance to us: we 
cannot afford not to be familiar with them. 


The growing public recognition of real estate as a 
separate industry, as a reputable profession, necessitates our 
continued consolidation of CAREB and its member associa- 
tions and boards. Only by attendance at our convention can 
we effectively join our voices with those of our fellow realtors 
across the country in the furtherance of our aims as a nation- 
al organization. Only by this means can we contribute as we 
should to the constant modernization and enlargement of out- 
look towards real estate, and all its facets and concerns, on a 
national scale. 


It’s not too early to make plans to attend the conference. 
We’re all busy these days, but surely all realtors with broad 
outlook and vision are planning to come to Montreal in 
September. 
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Part 2 


SELLING THE HIDDEN VALUES 
OF THE AMERICAN HOME 


By Frederick J. Bashaw 


Real Estate Counselor, Palm Beach, Florida 


Reproduced by permission of the Michigan Real Estate Association 
from the proceedings of the Annual Real Estate Clinic at 


In the first part of this article, printed last 
month Mr. Bashaw analysed the six of the 
elements that home seekers are looking for. 
Here he continues his analysis. 


7. People seek opportunities for 
constructive achievement. Very often 
with a rundown property, in the old 
house, we find the greatest opportun- 
ities for constructive achievement. I 
mean the ability, of course, to take 
an old property and to turn it into 
something that shows an increment 
of value because of the industrious 
application of skills that people like 
to perform. The opportunity for con- 
structive achievement is all about us, 
everywhere in American real estate. 
I saw an ad. sometime ago that real- 
ly overdid it. It said something to the 
effect that “here is a home that you 
can putter around with for the rest 
of your life.” That is throwing it on 
too much! 


Social Esteem 

8. People are looking for social es- 
teem. That is not of great impor- 
tance, although in some sections it is 
of more importance than in others, 
but it is an element that we must be 
conscious of. A young lawyer coming 
along, the young professional people, 
the young doctors, they are thinking 
in terms of social esteem. 

9. People respond to special appeals 
to the senses. In real estate we can- 
not only see, we can feel, we can hear 
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and actually sometimes we can even 
taste. We can smell sometimes— 
flowers. In the springtime of course 
it is especially fine. The point is all 
of the senses are related. In Erie, 
Pennsylvania sometime ago they 
showed me a piece of property on a 
very rough and uneven lot. It seemed 
rather a mistake as you looked at 
just the house, but as you _ stood 
there, you could hear a brook rushing 
down. What a pleasant sount it was! 
If that property were being sold, cer- 
tainly the salesman should stand on 
the rear of that property and just 
have attention fixed on that brook. 
What a delightful place to have 
breakfast in the morning on this 
screened porch in the rear and listen 
to the brook down below. 


10. People need relaxation. You 
know, we worry these days about 
cancer and heart trouble and we are 
all concerned about those things. 
Maybe what we need is more relaxa- 
tion and a porch like this with a 
brook like that. Maybe that would 
help. I think it would. It seems like 
an atmosphere of mental hygiene to 
me. The salesman who showed it to 
me thought it was a terrible lot. So, 
it is if we see the lot and the struc- 
ture and no more. The Duke and 
the Duchess of Windsor recently 
built a modernized place in France, 
and what did she say? “We just like 
to sit out here. We can see and hear 
the brook and it is a delightful ex- 


perience,” That was one of the most 
meaningful things to hear about that 
property. It was relaxing for them 
both. 

I would suggest that every person 
who starts to sell, begin to make a 
catalog of the hidden values, to be- 
gin to make a catalog of the ameni- 
ties in the community sense and then 
draw it down into the actual opera- 
tion as it relates to specific proper- 
ties. 


Start Your Own Analysis 

The point is, I think, that we 
should start making an analysis of 
the hidden values—the things that 
are meaningful—and then if we do 
that, we find that the whole process 
of real estate selling becomes a lot 
more enlightened and a lot easier. 

Just this matter of meeting objec- 
tions, for example. We can begin to 
meet more effectively the objections 
that people will raise, if we are con- 
scious of the amenities that a proper- 
ty will offer. Now, of course, I sup- 
pose it goes without saying that we 
cannot actually meet the issue un- 
less we know what the needs of the 
prospect are. We must take real 
pains to analyze the needs of the 
prospect. Otherwise, we can _ just 
wander about. 

I have an ad here. This broker 
says, “Pick up your phone and dial 
our number. Just tell us your needs 
and we will call around and show you 
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homes. All you have to do is tell us 
the number of rooms you want and 
the amount you want to put down.” 
Simple, is it not? That is what it 
says. Well the response to that type 
of ad mean just blind wandering. In 
order to bring amenities into play 
and to use them in overcoming ob- 
jections, I think it goes without say- 
ing that we must know the needs 
of the people and so we shall want 
to know, first of all, all about the 
family. 


Basic Family Needs 

We must sit down and find out 
about the family. How many people 
in the family? How many children 
are there? How many boys and girls? 
What are their ages? Then and only 
then do we begin to have any grasp 
as to the basic needs of that family 


family and then discussing the needs 
and the wishes. I always believe in 
saying after we have discussed needs, 
“What do you consider to be the most 
important need?” Just to see how 
the mind fixes on something that is 
of paramount significance. And then, 
having done that, we shall find very 
often that it is possible to overcome 
objections. Insurance people go to 
great lengths about it. 

Before you can talk insurance with 
an up-and-coming competent insur- 
ance man today, you have to answer 
questions which take several pages 
to fill in. You see, he is a professional 
counselor, dealing in terms of your 
needs. And very often in real estate 
we are a little careless on that. We 
think that what the need is, is some- 
thing in X dollars and something in 
six or seven rooms. That is not ex- 


Analysis of each prospect 


in terms of his housing needs, 


is Mr. Bashaw's criterion 


in the amenity sense. We find then 
that we are not thinking just of 
rooms, but something more and we 
begin to apply it. I talked to a wo- 
man last week who said, “Our home 
is too small, but it is close to the 
school and that is so important for 
our children.” Well, now there is 
the answer to the objection. She her- 
self made it and she had just bought 
it. 

But the broker or the salesman 
could overcome that objection in the 
same language. “To be sure, it may 
not be quite as large as you want, 
but in the sense of your family needs 
now and especially the needs invol- 
ving this very fine school, I think for 
sure it is the very best you will be 
able to find now. I recommend that 
you take it.” And so we have over- 
come what might be a very serious 
objection normally by bringing the 
amenities into play that actually 
bring the real weight into the deci- 
sion. 

I think that one thing that we 
need to do more and more of in real 
estate is to suggest that we are pro- 
fessionally-minded. We need to have 
a systematic approach in analyzing 
the needs of prospects which means 
first of all, finding out all about the 
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pressing needs at all. It may be rele- 
vant, but what we must do is to have 
a systematic approach to suggest 
that we are more consciously con- 
cerned with the fundamental needs 
of the family. 

One of our problems is to suggest 
that professional approach and that 
we are professionally minded in anal- 
yzing the needs of people. If we do 
that, then the amenities become sig- 
nificant. If we do not do that, the 
amenities are not significant. 


Use Them In Advertising 

I would like to say something 
about advertising. These hidden val- 
ues are so significant that we should 
bring them over into advertising. In- 
deed, there is a strong trend in the 
country today to get to this theme in 
all types of activities, in all types of 
selling. In Fortune recently—Cadil- 
lac’s advertising head—who has been 
writing their advertising for 35 
years, does not call himself an ad 
man, he is a “merchandiser of hap- 
piness.” That is what they are sell- 
ing. Here is the Cadillac ad in US. 
News and World Report today: ‘Im- 
agine, for instance, how proud they 
will be when they arrive in the car 
of cars and how rested and relaxed, 


for a Cadillac is so wonderful to ride 
in and drive, that they are certain to 
reach their destination refreshed and 
eager for the evening’s activity.” 
More and more, people are selling the 
things that tend to make us relaxed 
and calm. Those are the hidden val- 
ues that have a strong psychological 
appeal. And so this man who writes 
the ads for Cadillac—I am quoting 
Fortune—“I don’t sell a mechanism. 
I sell a state of mind.” Just think of 
that. Now if they can say that about 
an automobile, how much more we 
can say about the home? When they 
can talk about a Cadillac being a 
proved therapeutic and offering peace 
of mind and making you feel good, 
surely some of those expressions are 
appropriate in terms of the home! 
And so we must watch it for we shall 
begin to do it in our advertising more 
and more. 


A New Idea 


Of course this whole idea of ameni- 
ties is new in America—new, because 
as a nation we are new and these im- 
provements, even the mechanical im- 
provements that we now take for 
granted were unknown only a little 
while ago. So we have to keep in pace 
by attuning ourselves to new devel- 
opments. A profusion of technology 
has come upon us. Would you believe 
that they would not allow water clo- 
sets in the State House in Massa- 
chusetts? It is hard to believe. Some 
wanted to put toilets in. Others said, 
“Why nothing of the sort.” I am 
reading from the minutes of the 
State Legislature of 125 years ago. 
“Although such closets may be ap- 
proved for private dwellings, it is 
not desirable to put them in so public 
a place as the State House where 
visits to them must, of necessity be 
frequent and by persons unaccustom- 
ed to their use.” 

I have an ad here that appeared 
in New York in 1877. The heading 
has to do with these amenities that 
we are now talking about. It says, 
“Decency, health, economy, comfort.” 
All of those are powerful things, and 
everybody is seeking them. What do 
you suppose they were selling? Well, 
listen to the ad. It says, ‘Save the 
ladies and the children, the infirm 
and the sick from indelicate and un- 
natural restrain or exposure to the 
ice, snow, mud, slush, storm or wind 
about a privy. Spare them all that 
hardship. Buy one of our indoor 
water closets. Let us rid ourselves 
of the 1,000 year old privy abomi- 
nation.” 

But even then, you know, they 
were only thinking of it as a sort of 
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make-shift, temporary thing because 
—and this is so interesting in the ad, 
it says, “Just the thing for stormy 
days, dark nights and four o’clock in 
the morning.” I think that Previews 
in America does about the finest ad- 
vertising—I mean as a national or- 
ganization. There are a lot of very 
able advertisers but as a national ef- 
fort, international indeed, I think 
that Previews does a splendid job. 
One of the last ads that I saw of 
those says, “Outdoor life’—oh, how 
many people would respond to that? 
Can’t you see the subtle realm of the 
unconscious responding to it? 


"Good Education™ 


Here is an insurance ad, Mutual 
Benefit, and the lead says, “Our 
children will get a good education.” 
Have you ever said that to a pur- 
chaser of a home near a school with 
prestige? Have you ever said it in 
Ann Arbor? Surely it should be said, 
because that is the thing that strikes 
the deepest possible chord. 


Here is a Prudential ad. It shows 
the child’s first grade paper, his very 
first one, very good, A. So it strikes 
the chord again, but the lead, ‘“Pru- 
dential can guarantee money to com- 
plete your child’s education.” That 
is what they are selling—education. 

Here is an ad and the lead line 
says, “Quiet!” You cannot even shout 
a word like that without feeling a 
stillness and that is the sort of thing 
we can sell in real estate so often. I 
think Park Forest in Chicago is doing 
a wonderful job. Here is an ad about 
the schools and homes convenient to 
schools. “‘There are five ultra modern 
public elementary schools and a 
Catholic Parochial School. There has 
never been a double-shift arrange- 
ment in our community.’ 


Be Specific 

“Our beautiful new high school was 
the basis for the Look Magazine a- 
ward as the “All American commun- 
ity!” I think that is wonderful. 
“Transportation’’—(you will notice 
they don’t say ‘convenient to trans- 
portation’) —‘‘That is around the 
clock. Illinois Central Suburban takes 
as little as 38 minutes.” 


They talk about leisure and the 
convenience and opportunities of 
shopping and so on. And so we find 
it coming more and more into real 
estate ads. Here is a home that I 
find in Washington which offers heal- 
th protection for your entire family. 
Down in Mobile, Alabama they have 


a lot on an island for sale. Buy a 
lot on beautiful Dolphin Island. On 
every page of this brochure which 
was prepared by an advertising ex- 
pert, it says, “Enjoy the life you'd 
like to live on beautiful Dolphin Is- 
land.” On every page it has it and 
of course it gets musical. It is power- 
ful. “Enjoy the life you’d like to live 
on beautiful Dolphin Island. . Enjoy 
the life you'd like to live on beauti- 
ful Dolphin Island.”” The Real Es- 
tate Board had the job of selling that 
island and they sent these brochures 
out. I understand that the island was 
sold lock, stock and barrel in one 
week-end. 


A house by itself has no interest 
generally speaking and to a prospect 
looking at it, it can suggest nothing 
that is meaningful. I mean there are 
houses all about us, but a house can 
take on real meaning and become 
really significant only if it is related 
to his needs and if it has amenities 
that will be important in the light of 
his needs. 


Buy For Present Worth 

And then, and then only, can a 
house become of interest, but the in- 
teresting twist of psychology is that 
we gradually come to think that it 
is not our needs that control, but it 
is the house that we have purchased. 
I think that we can do that even to 
the point of often suggesting to 
people that they buy a home for not 
the full life span, but for its present 
worth in terms of family benefits. 
Then the question, for example, they 
might say, “Well, this is not quite 
the house we want,” and yet it offers 
everything in terms of the education 
of their children. “Take is while 
your children can get the best pos- 
sible benefit from it and then after 
it has served its purpose, in that 
sense of your most important needs 
now, we shall be glad to resell it for 
you to someone else who has the 
same need later on.” There will 
always be the pressure of that need 
for a good school such as this. And-so 
we shall sell residences then in what 
we might call the transition sense, 
urging people to do it. I suppose we 
might say, too, in connection with 
real estate, that when I refer to 
urging people to act, thinking of 
closing the sales we do not have to 
worry about the terrible anxiety that 
most sales people have, that fear that 
comes from the anxiety of alternate 
choice. 


You know a man who sells, shall 
we say a Chevrolet, is eager to make 
the sale, of course, but he has a sort 
of a fear that if he presses the man 


might back away and he has a chance 
to going off and buying a Studebaker 
or a Ford, or some other car. Almost 


all sales people have that really 
anxious state of mind about the prob- 
lem of alternate choice. 


Systematic Approach 

In real estate we are spared that, 
because if this is not the answer, we 
can show this and so on until we have 
found the right one. And so, for that 
reason, if we have taken a systematic 
approach and, if we suggest that we 
are professionally conscious in terms 
of individual needs and if we begin 
to relate the amenities of the real 
estate to those individual needs, it 
seems to me that we owe it to pros- 
pects, counseling to that extent, to 
at times recommend that this prop- 
erty be taken as the best possible 


answer right now, even at times 
urging that it be done. 
Lastly, I would like to say in 


terms of amenities, let us enjoy them 
ourselves. I do not know whether you 
have ever stopped to think about 
them or not in this work that some 
people do behind a counter or behind 
an assembly line, or whatever it 
might be. I talked with a man some- 
time ago. All he ever does all day is 
to put trays in refrigerators as they 
pass. That is all. I was in a store a 
little while ago and I said to a man, 
“I'd like to have two pounds of that 
cheese. That looks like good cheese.” 
“Oh, that’s Herkimer County cheese, 
the finest,” he replied. “Well, let's 
have two pounds,” I said, and he cut 
it. He put the piece on the scale. It 
was precisely two pounds. ‘‘You’re a 
wonder,” and his eyes lit up. The 
finest thing that had happened to him 
in a long while. 


Freedom of Movement 

When we think of the monotony 
and the humdrum of most peoples’ 
lives and then we think of the variety 
of experience that is ours. Here we go 
all around one of the great delightful 
states, with an experience that is 
unique in mankind — freedom of 
movement, freedom of action and we 
are surrounded all the while by the 
amenities that are so significant and 
so important in our lives. And let us, 
as sales people, enjoy them. 


If we carry the amenity theme into 
our lives, if we let that flood our 
lives, then we find that our lives are 
better and healthier and more re- 
freshing. 

& 


Don’t knock your church—it may 
have improved since the last time 
you were there. 
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A “SMALL BUSINESS” 


An almost universally accepted 
definition of a ‘‘small business’ is that 
it is one whose product (or service) is 
used in a limited geographical area, 
so that national advertising and pro- 
motion is not necessary. (Most real 
estate firms may be said to fit into 
this category.) 


It’s usually a business in which the 
number of employees is small enough 
that they are known to management 
by name, and know management by 
actual acquaintance. (Most real 
estate firms fit here too.) 

And, in this Canada of ours, it’s 
usually a business that’s expanding 
rapidly. (Most real estate firms cer- 
tainly fit that description!) 


A Tough Job 

Running a growing business is one 
of the most difficult jobs in the world 
—because so much of the decisive 
thinking is in the hands of one man 
the Boss. He must concern himself 
with new customers, new sales tech- 
niques, new services; with purchasing, 
accounting, personnel, administration. 
He has so many things to think about, 
in fact, that public relations is far 
down his priority list—so far down 
that it frequently isn’t even on it. 

Very understandable—but a mis- 
take. Because the basic commodity of 
all business, big or small, is human 
effort, people and personalities. In 
other words, public relations. 
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Not last on the list — but first. 

Let’s examine that. P.R. is, by 
definition, the communication of 
ideas, and the accurate communica- 
tion of ideas is essential to the proper 
conduct of any business, no matter 
what it’s size. You, Mr. Boss, may 
have the finest business plans in the 
world, but if they are poorly carried 
out, if you can’t get your ideas 
across, transmit them accurately to 
your staff and your customers, you 
can plan until you’re blue—it won't 
work. 

So public relations, whether you 
know it or not, is your first considera- 
tion. If your business is successful, 
you are using good public relations. 

Now don’t just sit back at this 
point. All right, your business is 
successful, so you’ve nothing to worry 
about. But don’t forget that situations 
change from day to day. You may not 
be using proper P.R. at this moment, 
and it just hasn’t caught up with you 
yet. 

What’s needed? Big or small, you 
need four basic things. Here they 
are: 

@ a means of keeping your customers 
informed; 

® a means of keeping your staff in- 
formed; 

@ a means of keeping your staff 
happy; and 

® a means of maintaining your firm’s 
reputation in the community. 


Recognize Obligations 

What’s the first thing to do? First 
of all, recognize that you have these 
obligations. Next, decide who’s going 
to be responsible for carrying them 
out. Once you’ve gone this far, more 
than half the battle is over, and 
you've got yourself the beginnings of 
a good P.R. program. 


Now how do you set about carrying 
it out? Step No. 1 is to make some- 
one in the firm responsible for the 
program and its implementation— 
your next senior man, if not yourself. 
Then break down each of the four 
points. 

Customer relations are maintained 
mainly by advertising through all the 
various media, publications of all 
kinds, radio, television, billboards, 
etc., through direct mail, and through 
personal contact. Each one of these 
phases needs to be carefully studied 
to see that they are all aiming in the 
right direction and, most important, 
in the same direction. Of them all, 
personal contact is recognized as 
being by far the best, especially 
where a service such as yours is the 
“product”. Your sales representative 
should be your best advertisement. 


Staff relations is the sort of thing 
that far too many smaller businesses 
take for granted. And more than one 
has gone ‘on the rocks” because the 
people who work down the line a bit 
didn’t know what was going on, lost 
interest, lost effectiveness. Internal 
bulletins keep the staff informed; fre- 
quent conferences with the _ super- 
visory staff keep them in the picture; 
asking for suggestions and rewarding 
good ones keeps everybody interested 
and on their toes. This isn’t to say 
that the junior stenographer should 
be in the confidence of the president, 
but the more the staff knows about 
the workings of the firm the harder 
and better they’ll work for it. 


The happiness of your staff is a 
much-discussed subject these days. 
But again it’s a fact that your staff 
will work the better for knowing that 
you, Mr. Boss, have their interests at 
heart, and that’s what staff welfare 
is fundamentally. 


Maintaining Reputation 

And the last part—maintaining 
your firm’s reputation in the com- 
munity — well, it’s really a combina- 
tion of the first three. If you are 
known by your customers as a good 
person to do business with, if your 
organization is efficient and well-run, 
if you are known as a good person to 
work for, then your community repu- 
tation is likely to be Grade A. You 
can enhance it by taking part in com- 
munity activities, by contributing 
both in time and material to com- 
munity projects, by taking more than 
just a passing interest in the running 
of community affairs, and these are 
all things that a company P.R. pro- 
gram should include. 


So don’t let a “good public rela- 
tions program” slide down to the bot- 
tom of your list of things to think 
about. It’s all very much part of 
every business day of your life, very 
much part of your business. And 
don’t please, fall back on the old, old 
excuse—‘‘I can’t afford to have it.” 

You can’t afford not to have it, be- 
cause it pays off in dollars and cents. 


RESIDENTIAL BUILDING UP 

Contract awards for residential 
construction have shot up 134 per 
cent over 1957, according to a survey 
just completed by Hugh C. MacLean 
Building Reports. It proved to be the 
strongest building type so far this 
year, contributing to a 14 per cent 
increase in dollar volume during the 
first quarter of 1958 when compared 
to the same period last year. 








Seautiful Gernuda 


Have your 1958 vacation there after 
the CAREB Conference in Montreal 


Planned your 1958 vacation yet? 
Here’s a good way to join your real- 
tor friends in a relaxing holiday in 
charming Bermuda. 


Following the success of last year’s 
trip—when thirty realtors went to 
Hawaii following the Vancouver con- 
ference—CAREB has aranged a post- 
conference trip to Bermuda. After the 
reading the following information 
about the planned tour, we're sure 
you'll want to come along with other 
realtors to this enchanting island. 


First of all the tour is only avail- 
able to CAREB members who will be 
attending the conference in Mon- 
treal, and their wives. Details will be 
handled by the Abbey Travel Service. 


The itinerary is as follows: 


FIRST DAY, September 26, Friday— 
Leave Montreal by Eastern Air Lines 
to fly to Bermuda via New York. In a 
few short hours you will arrive at 
Kindley Field in lovely sea-washed 
Bermuda and be met by Mr. Carroll 
Dooley, Geenral Manager of the Ber- 
mudiana Hotel where you will be 
spending your memorable vacation. 
Transfers (including baggage) will be 
arranged for the group by taxi to the 
hotel. Afternoon free for unpacking 
and discovering your beautiful sur- 
roundings —or for a dip in the 
pool. Evening — a special welcoming 
cocktail party will be held for the 
Real Estate group, hosted by Mr. 
Carroll Dooley. Dinner is served from 
7:00 to 8:30 p.m. in the main dining 
room and there is dancing nightly to 
one of Bermuda’s finest orchestras in 


the outdoor “Sunken ’ Gardens” or 
“Moongate Gardens”. Entertainment 
is provided every Friday evening by 
the famous Talbot Brothers Calypso 
Band and also a floor show. 
SECOND DAY, Breakfast is served 
daily from 7:00 - 9:30 a.m. or the 
Sleepyhead Breakfast 9:30 - 11.00 
a.m. This is the day for a delightful 
all day sightseeing trip to see some of 
the island’s attractions—Devil’s Hole, 
the Aquarium, Perfume Factory, the 
Forts and Ye Olde Towne of St. 
George. Luncheon at the St. George 
Hotel while you enjoy the view from 
atop Rose Hill. You may also shop at 
St. George. In the evening you'll have 
time to take a swim and dress for 
an evening’s entertainment at the 
Bermudiana. 


Pink Beaches 

THIRD DAY, Attend the church of 
your choice all conveniently located 
to the Bermudiana Hotel. Free day 
for swimming in the pool or trans- 
portation is provided to the hotel’s 
beautiful South Shore wide expanse 
of pink beach. Towels and lockers 
are provided. Luncheons are served 
at the hotel from 9:30 a.m. to 1:00 
p.m. or at the Beach Club. Afternoon 
tea is provided daily at the hotel with 
compliments of the management. Din- 
ner at the Bermudiana Hotel and also 
a first run movie is shown Sunday 
night in the Moongate Garden at 
9:30 p.m. 


FOURTH DAY—This day may also 
be spent as you please—tennis, on ex- 
cellent ‘‘en tout cas” courts, sailing in 





This is what you get 


for the attractive group price of $315 per person 


i) Air transportation from Toronto, Ottawa, or Montreal and Bermuda and return. (Ottawa 
and Toronto residents can stop over in Montreal.) 


2) All transfers including baggage at Bermuda. 


3) Deluxe hotel accommodation at the Hotel Bermudiana—double rooms—for ten days and 


nine nights. 


4) Breakfast, afternoon tea, and dinner every day. 
5) 
6) 


Sightseeing, drinks and entertainment as indicated in the itinerary as printed here. 


Gratuities for room maid, bellboys, waiters and waitresses. 








Hamilton Harbor, fishing boats or 
trips may be arranged from Hamilton 
docks, golfing on one of the many fine 
courses—shopping, sight-seeing or 
picture taking. Bermuda is _ very 
photogenic and we do advise taking 
colored pictures. Cocktails and a 
Swizzle Party—you will be invited to 
the regular Monday “get acquainted” 
party and have an opportunity to 
meet other guests. This evening may 
be arranged for a dinner interchange 
at aonther fine Bermuda Hotel. 
FIFTH DAY, Free day for optional 
activities. You may like to rent a 
bicycle or fringed top taxi, pack a 
lunch and set out for a day’s ex- 
ploring, lunching at one of Bermuda’s 
many secluded beaches. This eve- 
ning another dinner interchange may 
be arranged. 

SIXTH DAY, Your all day boat cruise 
leaves Hamilton docks. You set out 
to view some of the 365 islands of 
Bermuda. A cruise director, native 
calypso entertainers, barbecue lun- 
cheon on one of the islands, swim- 
ming and Rum Swizzle Party guaran- 
tees a day’s complete enjoyment. 
Dancing, a floor show and wonderful 
entertainment nightly at the Ber- 
mudiana. 

SEVENTH DAY, Completely free day 
for optional sports and sightseeing 
activities or last minute shopping in 
the Hamilton stores—(two minutes’ 
walk from the hotel). 


EIGHTH DAY, Taxis leave the Ber- 
mudiana for Harmony Hall where 
you'll enjoy night clubbing in the 
famous Gombey Room. Unlimited 
drinks, gratuities and excellent native 
and American floor show. 

NINTH DAY, Free day for optional 
activities — swimming, relaxing or 
taking color pictures to share with 
friends when you return home. 
TENTH DAY (October 5, Sunday), 
The last swim in the Bermudiana’s 
lovely pool after breakfast or church, 
packing and last minute picture 
taking. Reluctantly pack to leave. 
Transfers provided from hotel to air- 
port. 


Additional: (THIRD DAY), To top 

off the events of this day you may see 

the “Bermuda Cavalcade”. This is a 
(Contniued on Page 9, Col. 1) 


CAREB Annual Conference 
Will Feature Krueger 


The fifteenth annual conference of CAREB opens with a real 


bang on September 22nd. 


On this, the very first day, there’ll 
be three top-flight speakers to ad- 
dress the Canadian realtors, and, 
as an innovation, all three will be 
present the next day to answer ques- 
tions when they take to the rostrum 
again as round table moderators. 

Canada’s prime minister, Hon. J. 
Diefenbaker has promised to address 
the convention, unless state business 
precludes his attendance. 

One of the attractions will be Cliff 
Krueger, founder and president of the 
unique Chicago real estate firm of 
“Homefinders’’. This firm began three 
years ago on Chicago’s North Shore, 
and has grown in that time to do a 
16 million dollar a year business. “We 
had a pretty good month”, said Cliff 
Krueger on May 31 last year, ‘We 
averaged a deal a day”. 


University Graduate 

This dynamic realtor is a graduate 
of Northwestern University in Evan- 
ston, Illinois, with graduate work 
there and at the University of 
Chicago. He has served also on the 


BERMUDA, continued 
special attraction with lecture and 
slides, narrated by Harry Cox from 
9:30 to 10:30 p.m. This is held on the 
pool terrace, weather permitting. 

We would point out, that although 
it is necessary that all on the tour 
leave Montreal as a group, it is not 
necessary to return in a group, and 
any delegate wishing to stay for a 
longer or shorter period will be able 
to do so. 


As for the cost, being on a group 
basis, it is most reasonable, and the 
estimated cost of $315 includes trans- 
port, accommodation, all meals ex- 
cept lunches, tips, and sightseeing. 

If you are interested in knowing 
more about the proposed tour, or if 
you have any questions, we would ask 
you to contact Bill Follows, CAREB 
exec.-sec., 109 Merton St., Toronto. 

We are most anxious to get some 
indication as to the number who will 
be taking this tour as early as pos- 
sible, so we would ask that you 
advise us immediately, if you are 
even tentatively interested. 
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Cliff Krueger, 
bustling _ presi- 
dent of the deal 
a day HOME- 
FINDERS, will 
address realtors 
in Montreal. 


staff of the Chicago Real Estate In- 
stitute 

A one-man sales conference, he has 
toured widely to visit real estate per- 
sonnel with his ‘“‘Salesorama”, a bus- 
tling seminar on all aspects of real 
estate. 


Established Three Years 

Three years ago, he left the firm 
where he was salesmanager to found 
The Homefinders, Inc., and this bright 
new firm is now one of the leading 
real estate offices in the highly com- 
petitive Chicago suburban field. In 
Just 3 years, the sales volume topped 
the 16 million dollar mark. The origi- 
nal staff of five now exceeds thirty 
and a branch office has been estab- 
lished. 

A frequent contributor to NIREB 
publications, he has won for the firm 
three consecutive NAREB advertis- 
ing awards. As a lecturer and dis- 
cussion leader, he has participated in 
NAREB conventions, the [Illinois 
Caravan, and _ spoken extensively 
throughout the midwest as well as in 
other parts of this country and 
abroad. Active on committee of the 
Evanston-North Shore Board of Real- 
tors, he is thoroughly versed in the 
ethics, systems, salesmanship, man- 


COVER PHOTO 


SAND, SEA AND SUN: Bermuda's 
South Shore is dotted with picturesque 
beaches bordered on three sides by 
towering grey coral cliffs and on the 
fourth by the broad blue of the Atlantic 


Ocean. The sandy bottom and the brown 
coloring of the protecting reef forma- 
tions combine with the indescribable 
blues of the sea to form an unforget- 
table picture no photograph can capture. 
Photo Bermuda News Bureau 








agership, laws and future of real 
estate. 

This is but one of the big extras 
you'll get at this year’s CAREB con- 
ference. Watch next month’s Realtor 
for a full run-down of the program 
and the personalities. 


* 

Fill in registration 
coupon on page 10, and 
be sure of your 
accommodation 


in Montreal! 
os 


Affiliation Agreement 
BETWEEN THE 
CANADIAN ASSOCIATION 
OF REAL ESTATE BOARDS 
AND THE APPRAISAL 
INSTITUTE OF CANADA 


At the Annual Meeting of the Ap- 
praisal Institute of Canada held 
March 3rd, 1958, in Calgary, the In- 
stitute members unanimously ap- 
proved the Affiliation Agreement ne- 
gotiated during the past year with a 
special committee of the Canadian 
Association of Real Estate Boards. 
The Agreement had received prior 
aproval by the executive of C.A.R.- 
E.B. and therefore came into effec- 
tive operation on April 1st, 1958, as 
agreed. 

Commented J. 
A.LC. president: 

“For some years there has been 
a nominal affiliation between C.A.R.- 
E.B. and the Appraisal Institute. This 
has resulted in many cases in closer 
co-operation between local Boards 
and Institute Chapters in their com- 
mon interest. It is anticipated by 
Appraisal Institute members, many of 
whom are also members of C.A.R.- 
E.B., that this formal Agreement, 
will result in better correlation, on 
both a national and local level, of the 
activities and interests of our two or- 
ganizations in the real estate apprai- 
sal field. 

“T feel sure I speak for every mem- 
ber of our association,” said CAREB 
president Murray Bosley, after the 
acceptance of the agreement, “when 
I say that this affiliation will mean 
the continuation of a long and plea- 
sant friendship between our two or- 
ganizations. On a national and a 
local level, I feel that we’ll see op- 
portunity for working more closely 
together, and avoiding any overlap- 
ping of functions.” 

Full text of the Affiliation Agree- 


ment will be printed in next month’s 
Realtor. 


A. MacDonald, 

















CANADIAN ASSOCIATION OF 
REAL ESTATE BOARDS 


15th Annual Conference, 1958 


Sunday, Monday, Tuesday, Wednesday 
September 21, 22, 23 and 24 


Queen Elizabeth Hotel, Montreal 


Registration Fee: 















Brokers, Salesmen and Salesladies $50.00 


30.00 





Wives and Guests 


Registration fee includes EVERYTHING: ALL BUSINESS SESSIONS 
ALL LUNCHEONS — ALL RECEPTIONS — ALL DINNERS 
FINAL BANQUET — ENTERTAINMENT 


Make cheque payable to 
CANADIAN ASSOCIATION OF REAL ESTATE BOARDS 








You'll be able to enjoy the 1958 C.A.R.E.B. convention in Montreal more if you know 
that the hotel space you want is all arranged. And the best way to ensure that is to 
register now. Please send both your registration and reservation to C.A.R.E.B.. Be 
sure that the form below is filled out completely, not omitting the time of your arrival 
so you room can be ready when you want it. 


C.A.R.E.B. 15th ANNUAL CONVENTION 
SEPTEMBER 21st, 22nd, 23rd, 24th 
MONTREAL, QUE. 


TO: H. W. FOLLOWS, 
c/o CAREB, 
109 Merton St., 
TORONTO 7, ONT. 


| plan to attend the conference, and enclose my cheque for $ to cover the regis- 


[- 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| tration fee. It is understood that in the event | am unable to attend, this advance will be re- 
| funded to me, provided | advise you before September 5th, 1958. 
| 
| 
| 
l 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


NAME STATUS 


ADDRESS CITY & PROV. 


| am a member of the Board. 


Hotel accommodation required [} Single O Double Oo Suite (see details page 10) 


Arrival date and time Departure date and time 


Below | have indicated exactly how | would like my name to appear on my identification badge: 


MY NAME WIFE'S NAME 


| 
| 
| 
| 
| 
i 
| 
| 
| 
| 
| 
| 
| 
(Broker, Salesman, Guest) | 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


Odds On Real Estate 
Are Ejight-to-Six 


The odds in favor of real estate in- 
vestment, according to Lloyd D. Han- 
ford, president of the Institute of 
Real Estate Management, are eight 
to six. 

Speaking in San Diego, the San 
Francisco realtor noted there were 
eight “strengths” in realty invest- 
ment, but at the same time named 
a half dozen purported disadvantages. 
He added, however, that with alert 
management, most of the so-called 
disadvantages could be eliminated. 


These Are Advantages 

Mr. Hanford listed as advantages 
of realty investment: You have per- 
sonal control of your investment. 
Your individual judgment and action 
will affect the available benefits; you 
have a generally higher real net 
spendable income as compared with 
most other types of investment; you 
gain tax advantages because of de- 
preciation and obsolence; you realize 
direct benefits from growth factors; 
your investment is not subject to the 
day-to-day shifts in the general econ- 
omy; you have a valuable hedge 
against inflationary trends; you de- 
rive great pride and security from 
ownership of a tangible physical as- 
set; you have the opportunity to 
build an estate by equity financing. 

An example of one such ‘“weak- 
ness,” said the IREM president, was 
the possibility of income losses 
through vacancies and bad credits. 
He said that through good manage- 
ment, “these losses can be substan- 
tially reduced, or even entirely elimi- 
nated, by careful tenant selection, 
proper rent pricing, adequate secur- 
ity provisions and vigilant collection 
procedures.” 


SHREWD APPRAISING 

“Fine piece of land out here!” said 
the dusty, shrewd-looking man as he 
descended from his wagon outside the 
farmer’s house. 

“You're right there,” replied the 
farmer eagerly. “It’s the best to be 
found in the country.” 

“Bit too high a figure for a poor 
man, I reckon?” asked the stranger. 

“It’s worth every penny of $300 an 
acre,” answered the farmer, with an 
eye to business. “Were you thinking 
of buying and settling in these 
parts?” 

“Hardly,” murmured the traveler, 
making some notes in a book. “I’m 
the new tax assessor.” 
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OFFICERS - 1958 
Honorary President: C. E. Purnell, Hamilton. 
President: P. J. Harvey, Brantford. 
Vice-President: Murray Bosley, Toronto. 
Past President: P. S. Bedford, Toronto. 


ESTABLISHING AN OFFICIAL PLAN 
FOR A MUNICIPALITY IN ONTARIO 


By C. W. ROGERS, F.R.I. 


Mr. Rogers is vice-president of the Ontario Association of Real Estate Boards, 
and of the Toronto real estate firm of A. E. LePage Ltd. 


An Official Plan is a formal statement of policy by a 
Council, which policy sets forth the intentions of council, 
as to how the community should be developed, providing 
a formal guide to council both present and future, the 
public, the private developers and other public agencies. 
In other words it sets up a pattern and program which 


development either by public or private enterprise should 
follow. 


The Official Plan is put into effect (implementation) 
under the various statutes available to council e.g. Muni- 
cipal Act, Highway Improvement Act, The Planning Act, 
etc., by means of by-laws such as zoning by-law to regu- 
late land use, subdivision control by-law to regulate the 
division of land etc. The Official Plan gives a guide to 


council for the appropriate use of these implementing 
tools. 


About twelve years ago a new Planning Act came into 
being in the Province of Ontario. Since then Official 
Plans for 75 Planning areas have been approved. These 
Plans may be thought of in three categories; 


Amendments to an existing plan, 


Area Official Plan, 
Official Plan for complete City, Town or Village. 


1. AMENDMENTS TO AN EXISTING PLAN 

This could be a case where even in a few years from 
the adoption of an initial Official Plan there has come 
into the municipal area affected, some completely unfor- 
seen development which required the study of the local 
Planning Board. An amendment plan would be submitted 
which would create the desired effect of the municipality 
in the light of this new development. Such amended Offi- 
cial Plan would then form the blue print for develop- 
ment for the then foreseeable future. 


2. AREA OFFICIAL PLAN 


The area Official Plan is becoming more and more the 
method adopted by a Township of considerable size, where 
one section or another requires special attention, due in 
many instances where the subject area lies adjacent to a 
larger expanding city or town. It becomes evident 
through natural overflow of the city boundaries that the 
subject area must be supplied with services, (sewers, 
water, roads etc.) together with a need for some sort of 
zoning which would properly protect the initial building 
in the district and bring about a healthy development, 
balanced in its future needs, such as parks, playgrounds, 
schools, separation of commercial districts, or manufac- 
turing districts and residential districts. 
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3. OFFICIAL PLAN FOR COMPLETE CITY, 

TOWN OR VILLAGE 

In this case I should like to use an actual case history 
of a Village which was incorporated in 1894. In those 
horse and buggy days the Village prospered and grew 
successfully during its first 25 years. There was original- 
ly a lumbering and farming business and as the lumber- 
ing industry caused more open area surrounding to be 
cleared quite naturally the farming area increased. 


During the past 40 years, with the introduction of the 
automobile and good roads, together with mechanization 
of farming in the area, the early growth of the Village 
was gradually slowed down but there was progress in the 
Village nevertheless, in such matters as installing a 
waterworks system several years ago. In 1953 it was 
decided to ambitiously improve the sanitary system and 
tenders were let to install a complete sewer system. 


The Village has an area of about 400 acres bisected by 
north-south and an east-west road, converging at its 
centre. Growth from its inception had spread along these 
two main streets and additional streets paralleling them. 
The remainder of the land within the Corporation limits 
continued to be used as farm lands. At this point it was 
observed by a developer that here was a Village about 
40 miles from Ontario’s largest city, which already had 
a Municipal government and was served by both the 
Canadian National Railway and the Canadian Pacific 
Railway. It had a waterworks system and was then in- 
stalling a sewerage system. Here was a place which 
could be developed, some industry could be located there 
and both water and sewer systems could be extended. 


The vacant land in the Village was then purchased for 
subdivision and development and naturally the Village 
fathers were pleased. The past development had all 
taken place however years before and was done in a very 
haphazard manner in an acre or so at a time, and here 
was an overall matter starring them in the face and to 
the Village Council it presented a problem. 


In 1955 the Village Council retained one of Canada’s 
foremost Town Planners, who advised them that what 
they needed was an overall Official Plan and that no sub- 
division plans should be recommended to the Minister of 
Planning and Development, until an Official Plan was 
registered. It was necessary that a local Official Planning 
Board be established, none of the Appointees had had 
any previous experience: This resulted in many many 
meetings and was very time consuming. 


The Official Plan is a 35-page document, illustrated by 


(Continued on Page 18) 
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Two More Boards 
Adopt Photo Co-Op 


Our thanks to the Board sec- 
retaries who have co-operated in 
using the new Co-Op statistical 
Record Form for submitting their 
monthly figures. It has cut down the 
time required to prepare the statistics 
page by at least half. 


Also, the fine response by Board 
secretaries, in using the second half 
of the form to report on Board ac- 
tivities has enabled your editor to 
enlarge the provincial sections of the 
magazine, and to thus improve the 
news coverage of all Boards report- 
ing in. 

News has come through that two 
more boards have adopted the highly 
successful Photo Co-Op methods. 
Latest boards to adopt the pictures 
with their Co-Op are Chatham and 
Saskatoon. We'll be looking forward 
to seeing the results of this change 
in the Co-Op statistics. A report from 
Halifax says that the Halifax-Dart- 
mouth Board is considering the for- 
mation of a Co-Op. We wish all these 
ventures the best of success. 


$75 Million In First Quarter 

March Co-Op sales totalled nearly 
$30 million during March, to bring 
the year to date total to over $75 
million. 


Highlight of the report this month, 
is the climb back to number two posi- 
tion of the Hamilton Board. Out- 
pointed by Vancouver for the past 
two months, Hamilton now leads the 
Vancouver Board by a slender $17,000 
on the year to date figures. Just one 
more sale might have turned the 
tables! 


Sarnia and Windsor, two other 
boards with friendly rivalry, ex- 
changed places this month, when the 
Windsor almost doubled its February 
sales to climb $15,000 above Sarnia, 
where sales were down slightly from 
the previous month. 


In Montreal, though sales were well 
down from the year before, the dollar 
value of sales was considerably high- 
er. This indicates the fact that Mont- 
real is selling more higher priced 
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MONTHLY CO-OP REVIEW 


Phil Seagrove, better known as "Mr. Co- 
op", with the comparative review of 
co-op operations across the Dominion. 





CO-OP SALES GRAPH 


millions 
of dollars 


35 


Graph shows that 
nearly 75 million in 
co-op sales have 
been registered in 
the first three months 
of 1958. With this 
good start, co-op 
sales could reach 
$300 million by the 
end of the year. 


MAR. 


¢| 


properties on the Co-Op than are any 
other Boards in Canada. 

Peterborough is benefiting from a 
vigorous promotion campaign. Co-Op 
sales are running six times what they 
were last year, and 50 per cent more 
than last month. 


On the West Coast, sales dropped 
slightly behind the previous month, 
but gross volume is still running one 
third to a half higher than the pre- 
vious year. 


Late Reports 

Reports from seven boards did not 
reach the CAREB office by April 
20th, and figures from these boards 
would undoubtedly have swelled the 
gross Co-Op total for the month con- 
siderably. 


Boards late reporting at press time 
were: 

Ottawa 

Kingston 

Nipissing 

Nanaimo 

Oshawa 

Brandon 

Brampton 
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JUNE 
JULY. 
AUG. 
SEPT. 
oct. 
NOV. 
DEC. 
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FAST PHOTOCOPY 


Development of the fastest photo- 
copy machine in the office equipment 
field has been announced by Apeco 
of Canada Ltd., (Apeco) subsidiary 
of the American Photocopy Equip- 
ment Co. 

Called the Apeco Uni-Matic ‘“Auto- 
Stat,” the new one-step copier is cap- 
able of reproducing an original docu- 
ment in one-third the normal opera- 
ting time of current office photocopy 
machines. 

Used extensively in offices to eli- 
minate re-typing and proof reading, 
Apeco photocopy machines make 
clean, sharp black on white copies of 
anything from a printed, typed, writ- 
ten, photographed or drawn orignal. 
Apeco is a leading producer of office 
photocopy equipment and punching 
and binding machines. 

The Uni-matic has several features 
that simplify operator handling and 
step up efficiency. A major advance 
is the unique one-step synchronized 
operation of the Uni-Matic. This per- 
mits the original copy and photo- 
copy paper .o be inserted only once, 
rather than twice, as in other models. 
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FOR WHAT 
IT'S WORTH 


APPRAISAL 


Your appraisal Editor, J. |. Stewart, is a graduate of the Uni- 
versity of Toronto and Osgoode Hall Law School and also 
holds the degree of Master of Commerce from the University of 
Toronto. He has successfully completed the basic course in 
Town Planning at the University of Toronto, and is currently 
engaged in studies leading to the Master of Arts in Economics. 





Mr. Stewart is manager of the Appraisal and Mortgage de- J. 1. STEWART 
partment of Shortill and Hodgkins Ltd. and has lectured ex- M.A.L, A.A.C.L., 
tensively across Canada on all phases of real property. S.R.A. 


PART TWO 


PROBLEMS IN USING THE COST APPROACH 


By J. |. STEWART 


If then the initial estimate of reproduction cost is in 
general not more than 90 per cent accurate, it must be 
recognized that this is an inherent weakness in the whole 
cost approach; no matter how accurate and detailed may 
be the computation concerning accrued depreciation, if 
we start with an inaccurate premise, we are bound to 
end up with one. 

Now this in itself is not fatal to the use of the Cost 
Approach; far from it, as all the Appraisal Approaches 
are no more than estimates of value based on different 
data and worked out in order to support the judgment of 
the appraiser. All the Approaches are _ subjective 
estimates used solely for this purpose. 

However what is apt to be particularly harmful in using 
the Cost Approach is that by preparing a detailed 
schedule of observed accrued depreciation, the Appraiser 
appears to be making an exact mathematical computa- 
tion and therefore the estimate of value arrived at by the 
Cost Approach may give a most misleading picture of 
great mathematical accuracy. This of course would be 
unfortunate as many people are ‘“‘taken in” by mathema- 
tical accuracy and believe it to signify the ultimate in 

It is suggested that the use of a Schedule of Observed 
professional opinion. 


Schedule of Observed Depreciation 

Depreciation should chiefly be used when the Repro- 
duction Cost of the buildings under appraisal has been 
computed by Quantity Survey methods and that in other 
cases, the quantum of Accrued Depreciation could better 
be worked out by use of the comparable properties as used 
in the Market Data Approach to value. This involves an 
understanding of the principle that accrued depreciation 
is in its total amount nothing more nor less than the 
difference between the Reproduction Cost of a property 
and its Market Value, both as of the date of appraisal. 

If depreciation is so recognized then the appraiser can 
estimate the reproduction cost of each comparable 
property by means of a square foot or cubic foot com- 
putation, as of the date of its sale; he can (after extract- 
ing the land value in each case) then deduct the actual 
sale price from this estimate of Cost and the difference 
will be the amount of total accrued depreciation. Then he 
can reduce this to a percentage of Reproduction Cost and 
develop a table showing similar computations for all the 
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properties used in the Market Data Approach. By carry- 
ing out a process of weighing the resultant percentages 
(these being the relationship of actual accrued deprecia- 
tion to the Reproduction Cost of each building) the ap- 
praiser will establish a weighted percentage which can 
be applied to the Reproduction Cost estimate of the sub- 
ject building in order to estimate the total accrued 
depreciation. 


Functional Or Economic Obsolescence 

Now apart from the advantage of making it possible 
for the average appraiser to avoid the pitfall of seeming 
mathematical accuracy in the face of an inevitably in- 
accurate initial estimate of Reproduction Cost, it is 
suggested that the above method can be of great help in 
estimating how much of the total depreciation found is 
attributable to Functional or Economic Obsolescence. The 
sum of the parts must equal the whole and therefore if 
the appraiser knows the amount of the whole (i.e. by the 
above suggested procedure) he can work backwards and 
build up a schedule of accrued depreciation starting with 
those components thereof which are capable of fairly ob- 
jective measurement and arriving at a residual estimate 
as to the amount of say Functional and Economic Obsoles- 
cence incurable which may be difficult to establish in any 
direct attack. Such information is of course invaluable to 
the appraiser for example in estimating the amount of 
depreciation which accrues to a property by reason of 
say having street level loading instead of the more 
acceptable truck level. 

The above is merely a suggestion as to an approach to 
the problem of the use of the Cost Approach the answer 
to which many appraisers appear to assume has already 
been fully and satisfactorily answered. The writer in his 
practice is constantly challenged by appraisal problems in 
which the accepted methods of approach may be found 
wanting and in connection with cost appraising the 
following is illustrative. 

In the teachings of the Appraisal Institute of Canada 
and the American Institute of Real Estate Appraisers, in 
estimating the amount of Economic Obsolescence to be 
deducted from the estimated Reproduction Cost, the pro- 
portion of the rental loss due to the economic deficiency 
which is attributable to land is first of all extracted. 
This of course is perfectly understandable as the de- 


duction for depreciation is from the Cost of the Building 
alone. However, if the building does not improve the site 
to its highest and best use, and if the estimate of the 
value of the site has been based on that prevailing as if 
it was developed in its highest and best use, then should 
not a relative deduction for economic obsolescence also 
be made from the estimate site value? 


Cost of Agents in Production 

Still another problem which does not appear to have 
been fully recognized by Appraisers (although pointed 
out by Laura Kingsbury in her excellent little book, The 
Economics of Housing) is that in applying the Cost 
Approach, the Appraiser may not appreciate that the cost 
of the various Agens in Production (i.e. Labor, Entre- 
preneurship, Capital and Land) is based upon their com- 
petitive prices in a much broader market (i.e. the market 
for these Agents in all their alternative uses) than the 
market for the finished real property. An understanding 
of this is in itself a vital one whenever the appraiser relies 
upon estimates of Reproduction Cost. 

Let us then recognize that the Cost Approach to the 
Value Estimate is neither the “most objective’ the 
“best” nor the “most accurate” approach: it is merely one 
method of estimating value which while occasionally all 
important and in fact the only applicable approach, is in 
general of rather minimum assistance; let us also recog- 
nize that as the approach appears to result in mathema- 
tical accuracy it may, unless its pitfalls are understood 
result in misleading both the client and the appraiser. 

In general we can say that the Cost Approach is essen- 
tial in estimating the value of properties which do not 
typically sell on the market or which are not typically 
rented for use; in cases such as churches, schools and so 
forth, the Cost Approach may well be the only possible 
way of estimating value. For this reason (even if there 
were no other advantages to use the approach) it is an 
essential part of the appraisers tool kit. Another important 
use at least for Canadian Appraisers is in supporting esti- 
mates of value before a court of competent jurisdiction in 
which the property in question is of a unique type. (See 
the Queen vs. The Sisters of Charity (1952) Ex C.R. 113); 
this of course leads us to caution appraisers against relying 
too heavily upon the Cost Approach in the majority of cases 
wherein the property is o fa type which readily and fre- 
quently sells or invented on the open market. 

Still another way in which the Approach can be used is 
to attack the testimony of a witness who in estimating 
depreciated reproduction cost has simply applied a flat 
rate percentage to represent the amount of the accrued 
depreciation; a qualified appraiser who understands what 
the components of depreciation are can generally 
illustrate to the court that the application of such per- 
centage is such an over-simplification of a difficult prob- 
lem as to render the final result highly questionable. 


Consider Purpose of Appraisal 

In other cases the appraiser must always consider the 
purpose of the appraisal and it is suggested that when- 
ever this purpose is to estimate value for purposes of 
mortgage loan, insurance coverage or muncipal assess- 
ment the Cost Approach also has great validity. 

However, when the purpose of the appraisal is to esti- 
mate market value, it is the opinion of the writer that the 
importance of the cost approach is in inverse relationship 
to the age of the building under apparisal. Technology 
has created so many drastic changes in the past 15 years 


({in fact it is ever thus in a free enterprise society) that - 


many structures of even a few years of age have con- 
siderable functional and economic obsolescence inherent 
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in them; estimating the capital value of such obsolescence 
is in general so subjective as to nullify most of the seem- 
ing objectivity of the Cost Approach. 

In conclusion, it is suggested that all appraisers should 
note what Professor Wendt has to say about the Cost 
Approach in his excellent Book ‘‘The Appraisal of Real 
Estate” Holt (which incidentally should be in every Real- 
tor Appraiser’s library): “Theoretically, replacement 
cost represents a ceiling upon value for all property. Ac- 
tually such costs can be determined only within broad 
limits of accuracy for new structures. The difficulties of 
establishing the characteristics of a structure to replace 
an older property and the hazards of estimating de- 
preciation combine to eliminate the usefulness of this 
method for older properties. The techniques resorted to 
for estimating costs and depreciation bring this method 
into close relationship with the market comparison 
method”’. 


It's MONTREAL 
This FALL 


* CAREB’s 15th Annual Conference 
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“THE 
HEADLINE SELECTOR” 


A booklet for Realtors with over 200 new head- 


line ideas for real estate advertisements. 


"The Word Selection" and "Suggestions For 
Writing Better Selling Copy For Real Estate 
Ads" are other Toronto Daily Star booklets to 
help busy Realtors. 


Ask your Daily Star representative for compli- 


mentary copies or write. 


x & 


TORONTO DAILY STAR 


Canada's Greatest 
Real Estate Marketplace 














Executive Meets 
In Toronto 


The meeting of the Executive Com- 
mittee of the Ontario Association 
held April 14th in Toronto: 


decided to assemble a gallery of 
photographs of past presidents of the 
Association to hang in the Board 
Room . 


noted that arrangements have been 
finalised to hold the 1960 conference 
at the Sheraton Brock Hotel in Nia- 
gara Falls, February 21, 22, 23... 


heard a report of discussions with 
the Registrar of Real Estate, which 
had resulted in a considerable de- 
crease in the period when the depart- 
ment was not able to handle trans- 
fers... 

reviewed the problem of brokers and 
salesmen’s bonds, when it heard a 
report that increased bond amounts 
had not achieved the desired purpose 
of causing a stricter investigation of 
individuals applying for bonds... 
selected a panel of names of Ontario 
Association member to be submitted 
to the registrar of real estate and 
insurance who was to select a trio to 
form the advisory committee to the 
Superintendent under the Business 
Brokers’ Act... 

passed a motion aimed at securing a 
semi-annual audit of the accounts of 
the association... 


New Board Joins 
Ontario Association 


With the adoption of a constiution, 
and the selection of a slate of officers 
in Orangeville last month, a new 
board came into existence in Ontario. 

Present at the meeting in Orange- 
ville on April 8th were OAREB V-P 
C. W. Rogers, regional director John 
Roberts, and exec.-sec. H. W. Fol- 
lows, and real estate brokers and 


salesmen from the — surrounding 
districts. 
Officers of the Board are as 


follows: Paul Starr, president; Frank 
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Boards 


Hendry, treasurer; G. A. Hutchinson, 
D. E. Stoddart, H. Bradley and T. Mc- 
Bride, directors. 

After the election, a proposed con- 
stitution was examined, and much 
discussion took place on each detail, 
before the constitution was adopted. 

Mr. Starr outlined the setting up of 
a Co-Op listing system, and the meet- 
ing was addressed by Mr. E. Mitchell 
past president of the Brampton Real 
Estate Board who enlarged on the 
benefits of the scheme. 


The Orangeville realtors decided to 
commence a Co-Op listing system im- 
mediately, and this will be handled by 
the office of Mr. G. Hutchinson, until 
a part-time secretary can be ob- 
tained. 

Meetings were scheduled in the 
latter part of April for preliminary 
steps towards the formation of three 
other new boards. 


@ In Midland, real estate brokers met 
with representatives of the OAREB 
on April 16th. 

® In Brockville on April 22nd the 
local YMCA was the scene of a 
meeting where OAREB officers dis- 
cussed possibilities of forming a 
board with local realtors. 

© Negotiations by Ross Thompson, 
OAREB regional director, are aim- 
ed at starting a Board in Lindsay. 


PETERBOROUGH 

Alexander Fleming, barrister with 
the Peterborough law firm of Kerr, 
McElderry, Howell, Fleming, Bark 
and Crook was speaker at the March 
meeting of the Peterborough Real 
Estate Board. Discussing legal as- 
pects of the real estate transactions, 
Mr. Fleming defined and discussed 
the problems arising from the 
“Agreement of Purchase and Sale”. 
“You can never be too sure,” he 
maintained “that all the details are 
clearly outlined for proper interpre- 
tation by all parties.” 

Also addressing the meeting was 
OAREB regional director Ross 
Thompson. Mr. Thompson gave mem- 
bers a resume of progress being made 


Executive Committee: 


Association o f Fig Metamora, 
Real Estate 


Regional Directors: 

A. Sinnott, London; A. Hawreliak, St. 
Catharines; J. Roberts, Port Credit; 
F. J. Dawson, Sault Ste. Marie; R. 
Thompson, Peterborough. 


Executive Directors: 

P. H. McKeown, Ottawa; Sam Camp- 
bell, Hamilton; P. J. Harvey, Brant- 
ford. 


Past President: 
P. A. Seagrove, Hamilton. 


Secretary-Treasurer: H. W. Follows. 


in establishing real estate boards in 
other municipalities in Region No. 5, 
and passed on to members of the 
Peterborough Board, an invitation to 
attend the forthcoming one-day sales 
conference in Ottawa. 


Board Roundup 

A committe has been working on 
an adjusted scale for commissions on 
farm property and an announcement 
in this regard is due shortly . . 
Salesmen’s contests are again being 
held this year. Prizes $100 for best 
sales record and $75 for best list- 
ings record... Board has adopted 
the OAREB examination for new 
members, who now must pass this 
examination within ninety days of ap- 
plication for membership . . . Con- 
gratulations are being extended to 
Ross Thompson, on his appointment 
as OAREB regional director. 


WINDSOR REAL ESTATE BOARD 

Moral Re-Armament was the topic 
for discussion when the Windsor Real 
Estate Board held its March 26th 
dinner meeting. 


Two guests at the meeting were 
members of the Moral Re-Armament 
movement from Sweden and Switzer- 
land who showed a film on the recent 
world conference of the organization, 
and led discussions on the significance 
of the movement in current world 
events. 

William J. Dougherty and Harry J. 
Finch will be honored at the May 
28th meeting of the Board. Plaques 
will be presented to these two mem- 
bers in recognition of their services. 

Addressing this meeting will be F. 
Norman McFarlane, OAREB presi- 
dent, and Al. Simmot, OAREB region- 
al director. 


GUELPH AND DISTRICT 
Applications for membership were 
received by the Board from Albert E. 
Fish Real Estate and Messrs. For- 
sythe and Gorrie. Approval was given 
by Board members for these new ap- 
plicants. 


HAMILTON 


Growth of City 


“A city is entitled to grow” Mayor 
Lloyd D. Jackson told the members 
of the Hamilton Real Estate Board at 
their March dinner meeting. “In the 
past we’ve been guilty of a little 
horse and buggy thinking on con- 
soldation”, he added. 

The mayor, accompanied by plan- 
ning commissioner J. T. C. Waram, 
spoke informally to Hamilton’s real- 
tors about the difficulties confronting 
an expanding city. ‘Our problems are 
problems of growth”, he said, “thank 
heavens for that. We’ve got to change 
our thinking to areas rather than 
cities, our boundaries are becoming 
obsolete. The line of demarcation be- 
tween the town and the country used 
to be distinct . . . try and find it today. 
One of the greatest stumbling blocks 
to progress is individual councils who 
want to hold on to their indepen- 
dence. There is a crying need for 
consolidation.” 


The mayor talked about the prob- 
lems encountered when a city begins 
to grow past its satellite commu- 
nities. He explained that these prob- 
lems become complicated when the 
satellite communities are expanding 
as well. ‘We can go past them, or 
around them if necessary” he de- 
clared, “but we can’t go over them.” 

Talking about the “decayed areas” 
which grow in the heart of a city as 
it expands, Mayor Jackson said. “It is 
about time we wakened up in re- 
developing and rebuilding the central 
core of our city.” He noted that 
Hamilton is making considerable pro- 





gress in dowtown rebuilding but 
added that more needs to be done. 


Honor Salesmen 

Honored at the March 6th luncheon 
meeting of the Hamilton Real Estate 
Board were 1957’s top co-op real 
estate salesmen. 

Seven were selected for their 
achievements, the top three being 
Roy Dawson, with runners-up Eric 
Robezz and Fred Arnold. OAREB 
past president P. A. Seagrove made 
the presentation. 


* 
GALT - PRESTON - HESPELER 


An enlightening discussion on that 
complicated topic ‘Income Tax” took 
pride of place at the Galt Board’s 
March meeting. Speaker was ex- 
Kitchener Mayor R. Brown, now 
senior Official in the accoutancy firm 
of Thorne, Mulholland. 


Mr. Brown was _ introduced by 
Preston realtor Syd Freeman and 
thanked by Blair Ferguson. President 
of the Board Norman McLeod was in 
the chair. 


Petition Council 

As a result of a petition sent by 
the Galt-Preston Hespeler realtors to 
city Council, the council has recently 
agreed to defer payment of frontage 
charges against sub-dividers. 


Under the amendment agreed to by 
the real estate group and a special 
committtee of the council, payment 
can be made over a four year period, 
relieving realtors of the handicap of 
having their capital tied up, im- 
mediately on signing of subdivision 
documents. 


GALT-PRESTON-HESPELER installation of officers. Front Row, Left to Right: A. Hawrelaik, 

OAREB regional director; Jack Frazer, director; Norman McLeod, president; Ernest Knack, 

director. Back Row, Mervin L. Himes, past president; Jim Fenton, director; Lorne Day, 
treasurer; Harry Roos first vice-president and Blair Ferguson, director. 


CANADIAN REALTOR—MAY, 1958 


BRANTFORD 


Strikes & Spares 


Over 60 per cent of members were 
present at the April meeting of the 
Brantford Realtors Association show- 
ing the continuing enthusiasm of 
members which won for Brantford 
the Achievement Award at the 
OAREB conference. 


Highlight of the evening was the 
report by Co-Op chairman Lou Wake- 
field, who reported several records 


shattered for the month of March. 
These were: 


® Monthly volume of sales. 

e Number of properties listed in one 
day. 

e Number of properties sold in a 
month. 


Leading salesman for the month 
were P. J. Harvey, Lloyd Randall, 
and Howard Disher. 


Educational Course 

Educational chairman Stan Gullen 
announced that all candidates who 
wrote the examination at the Feb- 
ruary educational course had been 
successful and that according to the 
course-leader W. Ryan, of TREB, 
marks had been “above average’. 


Evening concluded with a session 
at the College Bowling Alleys. Special 
Events Chairman Bill McDonald was 
in charge of the bowling arrange- 
ments. 


EVERYBODY 


reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 


THE HAMILTON SPECTATOR 


Est. 1846 Hamilton, Ontario 











KITCHENER-WATERLOO 


Winners of the bonus cheques for 
salesmen selling the highest volume 
of Co-Ops at the Kitchener-Waterloo 
board are as follows: 


February: Joseph Piller of Wes 
Callendar Real Estate. March: John 
Gruntorad of Stephen Ringwald Real 
Estate 


"No Recession" 

There is no recession evident to 
Twin City realtors. 

A panel at the recent meeting of 
the K-W Real Estate Board revealed 
there is plenty of money available 
and business is as brisk as ever. All 
members of the group were more op- 
timistic of sales because of the ap- 
proach of spring. 

None of the 87 persons at the 
meeting reported any ill effects to 
indicate a recession occurred. 


Abram Weibe, past president, was 
moderator of the panel. 


LONDON 


Salesmen's Group 


Sixty-three salesmen were present 
at a meeting in London March 19th 
to organize a Salesmen’s Division of 
the London Real Estate Board. 


Elected president of the new group 
was Tom Hendry, of Cliff Hunt Real 
Estate. Vice-president is Jerome Mc- 
Namara, of Bert Weir. Elected direc- 
tors were Leslie Davision, of Rich- 
ards-Nielands, George Rowell, of Stan 
Luke, Edith Smale, of Thomas- 
Hamilton-Weber, and Don Evans, of 
Richardson’s. 

Purpose of the group is to further 
interest of salesmen in the real estate 
profession, with an aim to better 
serve the public. 


Meetings once a month are plan- 
ned, at which any problems ex- 
perienced by salesmen will be worked 
out. 


Visit From Kitchener 

Five members of the Kitchener- 
Waterloo Board were guests of the 
London Board at their April meet- 
ing. The exchange of ideas on rates, 
accommodation, Co-Op methods, etc., 
were of benefit to all. 


Educational Plans 

The education committee of the 
Board has been active in the prepara- 
tion of an examination for new sales- 
men members. Also on the way is a 
three-day educational course for 
members and associate members. 
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Following are the officers of the 
London Real Estate Board: W. J. 
Walkom, president; Ronald Richard- 
son, first vice-president; W. S. Evans, 
second vice-president; George Insell, 
past president; Bob Allsion, sec- 
treas.; E. Newhook, E. Lauckner, 
A. Sinnottt, R. Weir, R. I. Harris and 
R. E. Christie, directors. 


Council Opposition 

Despite opposition from London 
Real Estate Board, finance committee 
of the London council adopted a 
recommendation that the city adhere 
to its present policy of handling its 
own property transactions. 


The London Board had recom- 
mended that it should act as agent in 
city property deals. 


OSHAWA 


Open New Office 


Oshawa and District Real Estate 
Board, which has a membership of 25 
firms, has established its own offices 
and staff at 178 Simcoe Stree north 
to cope with the board’s expanding 
business. 


Said Carl B. Olsen, president of the 
board; “We have decided to open our 
own offices to deal with the ever 
growing business demands upon our 
members. Also we are planning to 
build our own offices sometime in the 
future. 


“Since formation in October of 
1954, the Oshawa and District Real 
Estate Board has come a long way 
and overcome many difficulties. Since 
the beginning of 1957 a photo co-op 
system was_ started which im- 
mediately proved a success with both 
members and the general public.” 


ORILLIA 


Realtors in Orillia have adopted 
a group inspection plan for Co-Op 
listings. 

Each Wednesday morning for the 
past six weeks, realtors have paid a 
visit to all homes that have been co- 
operatively listed. ‘“‘Response to the 
scheme has been very favorable’, re- 
ports board secretary Frank Rowan 
“and it has been extremely helpful to 
board members.” 

Mr. Rowan also reports that mem- 
bers of the board have made visits 
to two new areas where real estate 
brokers are considering forming 
boards. We feel sure that the enthu- 
siasm of the Orillia realtors will have 
a profound effect on the brokers in 
these two areas, and will inspire them 
towards their goal. 


ESTABLISHING A 
MUNICIPAL PLAN 


(Continued from Page 11) 


the survey plan itself and accom- 
panying maps showing Land Use, 
Topography, Sewers, Water. It is 
based on development to increase 
the present population in excess of 
300 per cent. Under the heading of 
Land Use, it provides for—Residen- 
tial, Commercial, Undustrial, Public 
Open Space, Agricultural, Schools, 
Churches, Public Buildings, Services 
and Utilities. When signed by the 
Minister of Planning and Develop- 
ment, the Plan will be implemented 
by means of a zoning by-law in which 
appropriate regulations will be ap- 
plied to the various lands. 

The Department of Planning and 
Development have advised the writer 
that the plan here referred to, has 
been cleared by all of the fifteen Gov- 
ernment Department Organizations 
and continguous municipalities re- 
quired under the Act, and is now 
about to be presented to the Mini- 
ster of Planning and Development. 


For full coordination a complete 
copy of the plan is sent to Depart- 
ment of Highways, Department of 
Health, Department of Education, 
Housing Branch, Hydro Electric 
Power Commission, Department of 
Conservation, Trade and Industry, 
Canadian Pacific Railway, Canadian 
National Railway and the Township 
or Townships on which the munici- 
pality boundaries lie etc. ete. It may 
be seen here that the parties having 
any interest concerning the plan are 
made fully aware of it through this 
procedure. 


To a thoughtless person wishing to 
subdivide and sell and build on the 
land he had purchased for this pur- 
pose, the necessary wait of approxi- 
mately three years would appear to 
him as a calamity; to the Realtor 
who will manage such a development, 
the Official Plan represents the work- 
ing blue print in which policy has 
been established and healthy organi- 
zed development should ensue, to the 
pride and satisfaction of all who have 
taken a part in such development. 





Typical of the cooperation of the Department of 
Planning and Development; | wish to gratefully 
acknowledge the assistance of the Community 
Planning Division for furnishing some of the in- 
formation in this article-—C. W. Rogers. 


é 
Back the attack on traffic acci- 
dents—a chance taker is a potential 
crash maker. 


Some people prefer to be counted 
out when the time comes to give an 
accounting. 





Downtown vs. Suburban: 


Real Estate 


Boards 


Vancouver Realtors Debate 
Office Ownership, Location 


A well-attended luncheon meeting 
of the Vancouver Real Estate Board 
April 16 heard expert opinion almost 
equally divided between re-location of 
the Board’s offices in the downtown 
core of the city and at semi-suburban 
sites. 

On the matter of ownership, H. P. 
Bell-Irving, President of the Board 
and chairman of the meeting, noted 
avoidance of this topic during both 
the formal “debate” and in the ques- 
tion period and specifically posed the 
matter to the audience asking if there 
was any dissention at all on this 
aspect of the topic. His question was 
followed by a protracted silence 
which he took to indicate complete 
assent. 


“Theoretical Motion" 

The discussion was centred on a 
theoretical “motion” that the Board 
should own its own _ headquarters 
building and that such building be 
located in the downtown core of the 
city. Two Realtors spoke for the 
motion and two against it. 

“Pro” were Chauncey Flack of 
Flack Invesments Ltd. and Jack 
Townsend of Suburban Estate Ltd. 
“Con” were W. W. “Scotty” Campbell 
of Scottish Agencies and Len Korsch 
of Len Korsch Realty. For the panel- 
type question period they were 
joined by Denys H. Back of B.C. 
Mortgage & Investments Ltd. and 
Dave Rivers of Rivers Realty Ltd. 


Open to Suggestions 

At the conclusion of the meeting 
President Bell-Irving announced that 
the Board would now be open to sug- 
gestions on properties available at 
any reasonable location. 

The discussion was held to stimu- 
late informed opinion among the 
members after a definite proposal for 
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a particular downtown site was de- 
feated at a special meeting of the 
Board last month. 


$10 MILLION FOR ‘58 

Sales through the Multiple Listing 
Service of the Vancouver Real Estate 
Board for the month of March were 
$3,558,297, bringing the total for the 
first three months of 1958 to 
$9,718,023. 

This compares with $3,421,189 in 
March last year and $8,577,540 for 
the first three months last year. The 
figure for March this year was almost 
$400,000 above February ($3,183,691). 

Unit sales for the month were 315, 
for a total of 1,227 during the first 
three months. In 1957 there were 822 
sales during the first three months. 

Listings during March were 1,227 
as compared with 1,060 for March 
1957. To date this year there have 
been 3,397 against 2,705 in January 
to March last year. 


Membership Reaches 1,900 

Addition of three new active mem- 
bers to the Vancouver Real Estate 
Board roster has brought the broker 
membership in the Board to 312, a 
record high. 

The number of salesmen members 
of the Board has also increased this 
year and now stands at 1,595 for a 
total mmebership of 1,907. 

Approved for Active Membership 
by the Directors at a meeting April 
10 were Realtors William T. Phipps 
of Georgia Realty, David Nicol of 
David Nicol Ltd. and Mrs. E. M. 
Woodsworth of Triangle Realty Ltd. 


SALESMEN'S DIVISION BUDGET 

Directors of the Vancouver Real 
Estate Board have increased the bud- 
get of the Board’s 1,600 member 


President: 
M. G. Clinkhammer, Cranbrook. 


Vice-Presidents: 


Mladin G. Zorkin, Nanaimo; Fred Philps, New 
Westminster. 


Past-Presidents: 
Col. H. R. Fullerton, Vancouver. 


Directors: 


George Brown, Harold Chivers, Charlie Brown and 
Fred Urquhart of Vancouver; Laurie Kirk and P. 
D. P. Holmes, Victoria; W. E. Anderson, North 
Fraser; J. R. Harvey, Quesnel; G. F. Brown, Surrey; 
E. B. Cousins, Kootenay. 


Salesmen’s Division to $1,000 for the 
coming year. Last year the budget 
was $500. 


Alf Buttress, President of the Divi- 
sion, also informed the Board Direc- 
tors that the Salesmen’s Division had 
succeeded in raising a total of 
$905.75 for the Earl Campbell Fund. 
The fund was established last month 
to assist the family of real estate 
salesman Earl Campbell after they 
lost their home and all their posses- 
sions in a fire. 


A number of other contributions, 
such as clothing, furniture, a stove, 
etc., has also been received, he added. 


NEW STATUS 
FOR BC REALTORS? 

A bill designed to raise the stand- 
ards of the real estate business was 
given second reading—approval in 
principle—by the B.C. Legislature, 
March 18. 


The legislation modernizes the pre- 
sent statute dealing with real estate 
agents and salesmen, and is the re- 
sult of an inquiry made in 1955 by 
the B.C. Association of Real Estate 
Boards. 


It provides for a licensing system 
that will give real estate agents semi- 
professional status. 


GIVEAWAY BOOSTS 
HOUSE SALES 
A US. building firm is giving a 
$1,000 bank account to every pur- 
chaser of a new $22,000 ranch or 
split-level home in the next 80 days. 
Philip M. Klutznick, board chair- 
man of American Community Build- 
ers, said the promotional effect of the 
offer would pump some $1 million in- 
to his planned community at Park 
Forest, Ill. He added that it ‘might 
demonstrate to other businessmen 
that “the way to fight recession is to 
encourage people to buy.” 
There’s a catch, though. The $1,000 
must be spent at local shopping 
centres. 








——— COAST-TO-COAST 


MARITIMES 


Form Provincial Body 


A provisional organization, to be 
known as the “New Brunswick 
Association of Realtors’, was set up 
at a March 27th meeting of realtors 
from Saint John and Moncton. 


Temporary officers elected at the 
meeting were Paul Sherwood, presi- 
dent; Ernie Willis, vice-president; 
Dave Lunney, sec.-treas.; W. E. 
Anderson and Gordon Page, directors. 

A general meeting is to be called 
in May: first aims of the organiza- 
tion will be a membership drive and 
consideration of legislation concern- 
ing real estate in the province. 


MONCTON 
The annual meeting of the Moncton 
Real Estate Board was held in the 
Brunswick Hotel with the president, 
E. A. Willis, in the chair. 


The following officers were elected 
for the coming year: president, Gor- 
don Page; vice-president, Leo Langis; 
secretary-treasurer, George Day; 





LOOKING FOR AN 
EFFECTIVE ADVERTISING 
MEDIUM IN ALBERTA? 


Sell the BIG ALBERTA MARKET . . . through 
the Edmonton Journal CLASSIFIED 
SECTION. The constantly growing 

volume of British Columbia and 
Saskatchewan advertisers reflects the 
real power of Journal Want Ads 
in selling business and commer- 
cial property in Western 
Canada. Advertise where 
Alberta investors look... 
the Classified Section 
of The Journal. 


THE EDMONTON 
JOURNAL 


One of the eight Southam Newspapers 
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directors, William Kirby, Ernie Willis 
and Lester Higgins. 

Present at the meeting were Leo 
Langis, George Day, Lorne Ryder, 
William Kirby, Gordon Page, Mal- 
colm Cameron, John Ritcey, Burt 
Wolters and Ian MacBeath. Special 
guest at the meeting was Dismas 
Arsenault of Buctouche. 


HALIFAX 
The Halifax-Dartmouth Real Es- 
tate Board okayed a _ standardized 
listing form and a standard offer-to- 
purchase form immediately affecting 
active members of the board, at its 
March meeting. 


The new forms will replace the for- 
mer different service forms which, in 
the words of Charles Piper, president, 
“were not adequate enough to supply 
the public with any standard of 
familiarity.”’ 


“The new form,” he told 31 active 
members who attended the meeting 
in the Lord Nelson Hotel, “will facili- 
tate better business and also protect 
the public. 


Mr. Piper announced that the Hali- 
fax-Dartmouth Real Estate Board is 
also working on a co-operative listing 
system, 


° 


SASKATOON 


The Co-Op selling division of the 
Saskatoon Real Estate Board advises 
that it has started Photo listing as 
part of its Co-Op service. First re- 
ports say that the scheme is highly 
successful. The Saskatoon Board has 
a membership of 100 salesmen and 27 
member firms. 


Executive of the Board is as fol- 
lows: Gordon Racine, president; Cliff 
McClocklin, second vice-president; 
Lloyd Jones, Morrie Thompson, Lyle 





Holmes, Al Christiansen, Ted Pre- 
fontaine, directors; Bill Russell, sec- 
retary-treasurer; Bill King, recording 
secretary. 

Executive of the Co-Operative Sell- 
ing Service division of the Board is as 
follows: 

R. P. Klombies, president; Al 
Christiansen, vice--president; A. N. 
McCallum, secretary-treasurer; J. C. 
Bailey, H. D. Link, O. McLocklin, 
directors; W. E. King, manager. 


1959 Convention 

Saskatoon will be CAREB conven- 
tion host in 1959. Committees are al- 
ready at work in the city on pre- 
liminary plans for the conference. 


REGINA MULTIPLE LISTING 


Breakfast meetings are held every 
Monday morning at 8:15 a.m. in the 
King’s Hotel by members of the Mul- 
tiple Listing Bureau of the Regina 
Real Estate Board. 

The executive is anxious to see 
more sales persons and firm represen- 
tatives at these weekly meetings, as 
the benefit derived from the inter- 
change of ideas and suggestions on 
the progress of the Bureau is in- 
valuable. 


PERSON-TO-PERSON 
(Continued trom Page 22) 


. Settling down to selling real 
estate in Willowdale is Micheal Gros- 
zek, sales manager for R. H. Bennet 
Real Estate. Willowdale must be 
tame for Mike after a wartime 
career that started in the Polish Air 
Force, went on through Russian 
prisons, eventual release, five days on 
a raft after his boat was torpedoed in 
the Atlantic, internment by Vichy 
French Forces, escape, and eventually 
bombing ops with the RAF... 


‘PEG REALTORS COLLECT TROPHY 


«€ 
On February 19-20th, 
Winnipeg Real Es- 
tate Board held its 
Annual Bonspiel at 
the Grain Exchange 
Rink. Twenty one 
rinks participated. 
Winning rink is 
shown above with the 
Willis-Argue Trophy. 
Left to right, they 
are J. York, E. Smith, 
D. Green and B. 
Wall. 
e 





WINNIPEG 


Salesmen 
Must Be 
Full Time 


“What We Think Of Each Other 
Lawyer/Realtor’, was the topic of 
Barrister P. C. Gold’s address to the 
monthly meeting of the Winnipeg 
Board. There was an attendance of 
148 to hear Mr. Gold’s most interest- 
ing talk. 





Prize Contest 

The Winnipeg Board Co-Op Listing 
Service has again started a prize con- 
test for brokers and salesmen. This 
takes the form of a $25 award for 
every 75 points. Points are calculated 
on a basis of one point per $1,000 of 
real estate sold; half pont per $1,000 
of real estate listed and sold by 
others; 14 points per $1,000 of real 
estate listed and sold by the salesman. 


Constitution Amendment 

One of the features of the new con- 
stitution enthusiastically adopted by 
members of the board is “that a 
Broker Realtor Member shall employ 
only salesmen who can satisfy the 
Board that they are engaged full-time 
in the real estate business’. A defini- 
tion of full-time salesmen is set out. 


MONTREAL 


Promises 


After ninety years of debate judges 
and lawyers are not yet agreed as to 
whether a promise to purchase real 
estate constitutes in fact a sale and 
therefore entitles a broker to his com- 
mission, stated Gerald LeDain, asso- 
ciate professor of Law, McGill 
University. 

Addressing some 200 members of 
the Montreal Real Estate Board, Pro- 
fessor LeDain pointed out the un- 
certainty as to the legal position of 
real estate brokers on this point 
which arises constantly in everyday 
business still exists, although the 
‘Civil Code has been in force since 
1866. 


There are opposing views on the 
question, he noted. Some legal ex- 
perts hold that once the broker has 
introduced a prospective buyer to the 
vendor, he has performed his func- 
tion, and is therefore entitled to his 
commission even if the sale falls 
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through because of the seller's fault. 
Other experts hold that since the 
Civil Code specifies that a promise of 
sale is not equivalent to a sale, it is 
essential that the deed be signed be- 
fore the broker can collect. 

“I cannot stand before you today 
and give you a definite view on the 
matter,” said Professor LeDain. 
“There are judgments on both sides”. 


Wind Up Course 

A class of 57 students has wound 
up a 16-week real estate course held 
under the auspices of the Education 
Committee of the Montreal Real 
Estate Board. 


The course consisted of 12 lectures 
on subjects ranging from brokerage, 
professional ethics and appraisal, to 
investment, town planning, archi- 
tecture, legal aspects, property man- 
agement and economics in _ real 
estate. 


DIPLOMAS PRESENTED TO REAL ESTATE STUDENTS 


ae 


Lecturers on the theory and prin- 
ciples of real estate during the 
course included associate professor of 
law, Gerald LeDain of McGill Univer- 
sity; C. L. Abbot, G. H. L. Dinmore, 
M. R. Audette, president of the Mont- 
real Real Estate Board; D. S. Keast, 
Roger Soudre, Rolf Latte, J. A. 
Lowden, and John Crawford. 


QUEBEC 

Continuing its activities in munici- 
pal affairs, the Quebec Real Estate 
Board last month sent a protest to 
the city on behalf of its members in 
protest against the new evaluation 
roll due to become law soon. 

The board’s letter said a resolution 
protesting the new municipal evalu- 
ation was unanimously adopted fol- 
lowing a recent directors’ meeting. 
They alleged the new evaluation roll 
would hinder the civic and economic 
development of the city. 





A GROUP OF 59 STUDENTS who have successfully completed courses on "The Practice of Real 
Estate" sponsored by the Montreal Real Estate Board were presented with certificates of merit at 
a luncheon meeting, under the sponsorship of the PHOTO CO-OP Section of the Board, held on 
April 10th, at the Windsor Hotel. Photographed above are the three top honors graduates 
receiving their awards. From left to right: Henry Joseph, Chairman, Education Committee of 
the Board; E. A. Williamson, Marcel R. Audette, President of The Montreal Real Estate Board 
(presenting the diploma to Mr. Williamson); Mrs. Lionel O'Neil, and Claude Prud'Homme. 





GARAGE AND SERVICE STATION FOR SALE 


Dodge-DeSoto dealership in Seaway community 25 miles from Ottawa 


with turnover of $300,000 per annum. 


Selling price of $57,000 includes lot 250 x 100 feet, with two cement block buildings and 
three garages, service station equipment (75,000 gallons p.a.) showroom, parts department, 
candy counter, 5-room apartment, body shop, two offices. Net income last year of $25,000. 
Excellent opportunity for famiy business. Buildings alone are valued at $35,000. 

Vendor will take down payment of $15,000 or aternatively will trade for house with equity of 
$15,000 or a farm with stock and machinery within 100 miles of Ottawa. Balance at 6 per cent. 


Owner anxious to make immediate sale. 


Present mortgage of $11,000 is due 1970, 6 per cent, $150 monthly. Taxes $150. Balance 


6 per cent $2,500—half yearly, 10 years. 


Further details on Ontario Co-Op 0/2283. Fulest co-operation 
assured with association members. 


Contact Piet Toxopeus, Realtor 
Frankville, Ont. Tel. Toledo 9 R 23 
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PERSON to PERSON 


A REALTOR roundup of personalities in real estate fields 
from Coast-to-Coast 


. arrangements are well under way 

for the 1958 CAREB convention com- 
ing up in Montreal this September. 
Commented W. H. Follows, CAREB 
executive-secretary, on his return 
from a trip to Montreal last month: 
“The Queen Elizabeth Hotel is really 
a beautiful place. It’s sure a fine 
setting for our conference”... 
... First registration received by the 
CAREB office for the 1958 annual 
conference in Montreal came from 
Morrisburg realtor Gordon Thom and 
his wife. Trust a Seaway realtor to 
be right on the ball... Mr. Thom is 
a member of the Central St. Law- 
rence Board... 

. Only realtor in Canada with 

three offices on one street??? That’s 
the claim of David McLean Ltd., 
Toronto realtor who has opened a 
third office on Yonge Street; this 
time at Willowdale... 
. . . Miami newspapers are predicting 
trouble in Nassau, centering around 
a Canadian real estate “tycoon” 
whose activities down there have not 
sat well with the entrenched upper 
ruling class of the island... 

. congratulations to Kitchener 
realtor C. Richard Whitney, past 
president of the OAREB and long- 
time worker for organized real estate, 
on his appointment to the Kitchener 
Planning Board... 

. small board goes a long way... 
small in size but strong in enthusiasm 
the Central Alberta Co-Op group has 
been turning in consistent results. 
This month they add a twelfth mem- 
ber to their group, the Olds firm of 
Galloway and Miller... 

. getting ready for bigger things, 
Sarnia realtors are erecting new 
office buildings. Just completed is the 
Richardson Real Estate building be- 
side Kenwick Terrace; on Christina 
North, the Allan Clarkson real estate 
and insurance office is rapidly nearing 
completion... 

. drawing more competitors than 
the United Nations Building design 
competition, is Mayor Phillips’ com- 
petition for a design for Toronto’s new 
City Hall and civic square. 1,400 en- 
quiries have been received, as against 
250 for the UN project. Some came 


from Russia, Roumania, Czecho- 
slovakia... 
. round the world realtor ... on 
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his way round the world (and cur- 
rently in India after stopping off in 
Hawaii, Japan and Singapore) is 
well-known Toronto realtor S. E. 
Lyons. The Middle East and Europe 
will be final calling points on Mr. 
Lyons, three-month trip by air in the 
steps of Phileas Fogg... 

. Will eight 17-storey apartment 

buildings and several office blocks 
rise above Toronto’ three-year-old 
subway? That’s a question soon to be 
decided by Metro’s planning board. 
Scheme is envisioned by Industrial 
Leaseholds Ltd., who plan to rent 
“air rights’”” above the TTC subway 
right of way, for erection of the 
buildings concerned... 
... The city of Ottawa offers some of 
the best real estate investment oppor- 
tunities in this county, Elliot N. Yar- 
mon, president of Tankoos Yarmon 
Ltd., Canadian realty investment firm 
stated in announcing the acquisition 
of the office building at 147 Albert 
Street, in downtown Ottawa... 

. president of the Niagara Falls 
Curling Club for the 1958 season is 
Dave McMillan, past president of the 
Real Estate Board in that city, and 
long active in Ontario and Canadian 
Association circles... 

. Who’s’ got all the two-car 
families? Why, Vancouver leads the 
other Canadian cities with an 11.2 
percentage of all families having two 
cars. Winnipeg runs second (6.1), 
Edmonton (5.4) third, Calgary (5.3) 
fourth, and Toronto fifth with 3.9 per 
cent. But Montreal has the most new 
model cars (15.8 per cent) and Van- 
couver is well down with 30 per cent 
of vehicles in the city being pre 1949 
models. 

. retiring after 51 years with the 
National Trust Company, is Fred 
Hotrum, well-known manager of the 
real estate department at the Toron- 
to office. Replacing him is V. F. Gia- 
nelli, with H. R. Dillon as assistant 
manager... 

. will Brantford sell its city hall 
and market square for a business de- 
velopment? That’s- the question 
Brantford realtors are asking them- 
selves, wondering whether the sale 
will be approved, and if it is, what 
effect on downtown Brantford will 
be... 

. . . Ottawa will get its first pigeon- 


the Canadian 


Calle? 


calendar 
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9th Annual Congress, International Real 
Estate Federation, Madrid, Spain, May 31- 
June 5. 


Annual Golf Tournament, Toronto Real Es- 
tate Board. June 6th, Scarboro Golf Club. 


15th Annual Conference, Canadian Asso- 
ciation of Real Estate Boards, Queen 
Elizabeth Hotel, Montreal, P.Q., September 
20-24. 


1959 


If you're the long-range planning type, you 
may be interested to know that next year, the 
National Association of Real Estate Boards of 
the United States will be holding its annual 
convention in Toronto, in November, 1959. 


Also on the books for 1959 is the OAREB 
conference, scheduled for March, in London, 
Ont., and the Canadian Association Con- 
ference scheduled for Saskatoon, in October. 


hole parking garage if industrialist 
Garfield Weston’s plans go through. 
The $800,000 unit is scheduled to get 
under way this month; will be con- 
structed on land owned by an Otta- 
wa realty firm... 

. Embarrassed because the term 

“prefabricated” as relating to homes 
had become synonymous with cheap- 
ness, delegates attending the 15th 
annual convention of the Prefabri- 
cated Home Manufacturers’ Institute 
decided to change their name. It’s 
Home Manufacturers’ Association 
from now onin... 
... Clayton Fitzsimmons, became the 
first Ottawa realtor to get the MAI 
designation of the American Institute 
of Real Estate Appraisers it was an- 
nounced in Chicago, by the Institute’s 
governing council... 

. fast communications between a 
New Westminster real estate firm 
and its three branches is assured 
with a newly installed teletype net- 
work. Wolstonecraft Agencies, with 
operations in Vancouver, Surrey and 
White Rock, is first BC firm to in- 
troduce this means of direct contact 
with its salesmen in scattered loca- 
tions... 

... hinting at the prospect of a large- 
scale redevelopment in downtown 
Toronto, New York realtor William 
Zeckendorf, junior, told builders and 
real estate brokers in Toronto last 
month that Toronto is “ready for 
such a project’, but did not say 
whether his firm (currently develop- 
ing Ville Marie in Montreal) was ac- 
tually organizing such a_ scheme 
already) ... 

(Person to Person is concluded 
on Page 20) 











GENERAL 
REAL ESTATE 


® CORNWALL, ONT. 
Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 
® NANAIMO, B.C. 
“On the blue Pacific” 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 
® SUMMERSIDE, P.E.I. 
“Summerside Realties” 
Box 298, Summerside, P.E.I. 
® BARRIE, ONT. 
Charles A. Rogers Realtor, 
Sterling Trusts Building. 
PArkway 6-6387. 
® OTTAWA, ONT. 
P. Hubert McKeown, 
McKeown Realties Ltd., 
169 Somerset St. W., (CE. 2-4806). 
® VANCOUVER, B.C. 
Len Korsch Realty Ltd., 
2331 Granville St. 
® FORT WILLIAM, Ont. 
Willport Realty Limited, 
Fort William - Port Arthur. 


FOR REAL ESTATE 
SALE 


® BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 

@ CALGARY, ALTA. 
Burn-Weber Agencies, 

218 Seventh Ave. W. 

® EDMONTON, ALTA. 
Spencer & Grierson Ltd., 
10517 Jasper Avenue. 

@® NIAGARA FALLS, ONT. 
David D. McMillan, Limited, 
1916 Main Street. 

© OTTAWA, ONT. 

Charles A. Brownlee Limited, 

63 Sparks St.—CEntral 2-4203. 
® PETERBOROUGH, ONT. 

Irwin Sargent and Lowes, 

441 Water Street. 


© QUEBEC, QUE. 


Ross Brothers & Company Limited, 


P.O. Box 9 (Uppertown) 
LAfontaine 2-4091. 

@ WINDSOR, ONT. 
Alex E. Hoffman, 
930 London St. West. 

® CALGARY, ALTA. 
Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 

® EDMONTON, ALTA. 
Weber Bros Agencies Ltd., 
10013 - 101A Ave. 

® OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


REAL ESTATE 
DIRECTORY 





FOR INDUSTRIAL 
SITES AND PROPERTIES 


CALGARY, ALTA. 


Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 


EDMONTON, ALTA. 


Melton Real Estate Ltd., 
10154 - 103rd Street. Phone 47221. 


EDMONTON, ALTA. 


Don Reid Real Estate Co., 
11563 Jasper Avenue. 


FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
121 May Street. 
HALIFAX, N.S. 

Roy Limited, 

Roy Building. 
REGINA, SASK. 


W. Clarence Mahon, 
350 Western Trust Bldg. 


WINDSOR, ONT. 


Alex E. Hoffman, 
930 London St. West. 


EDMONTON, ALTA. 


Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


FOR IDEAL 
STORE LOCATIONS 


FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
121 May Street. 


FOR APPRAISALS 


CALGARY, ALTA. 


Ivan C. Robison & Company, 
703-5 Street West, 
Phone AMherst 63475. 


EDMONTON, ALTA. 


Weber Bros. Agencies Ltd., 
10013 - 101A Avenue. 


TORONTO, ONT. 

Chambers & Meredith Ltd., 

24 King Street West. 

ST. CATHARINES, ONT. 

Andy Hawreliak, Realtor, 
Dominion Building, MUtual 4-2324. 
OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


FOR SUMMER 
PROPERTIES 


MUSKOKA, ONT. 


Francis J. Day, 
Port Carling - Phone 84. 


FOR PROPERTY 
MANAGEMENT 


HALIFAX, N.S. 

Roy Limited, 

Roy Building. 
VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 
WINDSOR, ONT. 

U. G. Reaume Ltd., 

176 London St. W., 

802 Canada Trust Bldg. 
CALGARY, ALTA. 


Crown Trust Company, 
227 Eighth Avenue W. 





Rates for Professional Listings 





For six insertions 
For twelve insertions 


$50.00 
$80.00 


WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Institute R.E.A. 


an 
Appraisal Institute of Canada 


MELTON REAL ESTATE LTD. 


Head Office, Edmonton, 10154 - 103rd St. 
Phone 47221 


Calgary, 534 - 8th Avenue West 
Phone AMbhurst 6-2251 


Rates for Advertising 
in the Real Estate 


Directory: 
Per 
Issue 
2 lines — 12 issues $3.00 
2 lines — 6 issues $3.50 
2 lines — less than 6 issues $4.00 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 













HANKS & IRWIN 
ARCHITECTS 


2848 Bloor St. W., Toronto 
RO. 6-4155 






FOR THE BEST INFORMATION 
ON B.C REAL ESTATE 


Office buildings, industrial and revenue properties, 
homes, building lots and sub-division developments. 
Write, wire or phone 


BOULTBEE SWEET & CO. LTD. 


555 Howe Street, Vancouver, B.C. MU 1-7221 





Brokers 


Here's How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 7,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


® Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 


One page $140.00 $125.00 $110.00 
Two-thirds page 118.00 104.00 99.00 
Half-page 84.00 74.00 64.00 
One-third page 64.00 57.00 54.00 
One-quarter page 59.00 52.00 47.00 
One-sixth page 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the 20th of the month prior to publication. 
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